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western states, is 

BUSINESS lhe la '9 esl foocl 
DESCRIPTION retailer in the 

Sunbelt. On June 28, 1989, the 
Company operated 1,229 super¬ 
markets, along with a network of 
distribution centers, processing and 
manufacturing plants and a truck 
delivery fleet, which orovide a 
comprehensive support system. 
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HIGHLIGHTS 


For the Fiscal Year 

June 26, 1989 

June 29, 1988* 

Percentage 

Change 

June 24, 1987 

June 25, 1986 

June 26, 1985 




Dollars in 

thousands except per share data 


SALES 

$9,151,145 

9,007,707 

4- 1.6 

8,803,899 

8,225,244 

7,774,480 

Per share 

$ 

229 

221 

4- 3.6 

213 

201 

190 

GROSS PROFIT 

$2,013,400 

1,991,452 

4* 1.1 

1,936,108 

1,854,120 

1,713,260 

Percent of sales 


22.0 

22.1 


22.0 

22.5 

22.0 

OPERATING AND ADMINISTRATIVE 








EXPENSES 

$1,802,985 

1,802,239 

+ 0.0 

1,738,616 

1,632,935 

1,511,778 

Percent of sales 


19.7 

20.0 


19.7 

19.9 

19.4 

TAXES 








Federal, state and local 

$ 

168,216 

156,188 

4- 7.7 

164,851 

174,375 

157,396 

Per share 

$ 

4.20 

3.84 


3.99 

4.25 

3.84 

NET EARNINGS 

$ 

134,545 

116,694 

+ 15.3 

112,300 

116,391 

107,895 

Per share 

$ 

3.36 

2.87 

+ 17.1 

2.72 

2.84 

2.64 

Percent of sales 


1.47 

1.30 


1.28 

1.41 

1.39 

Return on average equity 


17.8 

15.9 


15.6 

17.2 

17.2 

DIVIDENDS PAID ON COMMON 








STOCK 

Per share (present annual 

$ 

77,123 

75,726 

+ 1.8 

74,296 

71,297 

68,783 

rate $1.98) 

$ 

1.92 

1.86 

4- 3.2 

1.80 

1.74 

1.68 

NET CAPITAL EXPENDITURES 

$ 

126,954 

149,385 

- 15.0 

160,621 

179,446 

161,615 

DEPRECIATION AND AMORTIZATION 

$ 

136,007 

161,858 

- 16.0 

163,702 

162,300 

158,572 

At Year-End 


Working capital 

$ 

396,152 

357,691 

+ 10.8 

334,279 

330,166 

250,493 

Current ratio 


1.6 to 1 

1.6 to 1 


1.6 to 1 

1.7 to 1 

1.6 to 1 

Shareholders" equity 

$ 

783,173 

726,348 

+ 7.8 

739,418 

704,558 

646,777 

Percent of equity to total 








capitalization 


91.5 

89.3 


87.8 

87.7 

87.2 

Total shares outstanding (000's) 


39,931 

39,907 

+ 0.1 

41,232 

41,311 

40,926 

Stores in operation 


1,229 

1,246 

- 1.4 

1,271 

1,262 

1,262 


*53 weeks 


AVERAGE SQUARE FOOTAGE PER STORE TOTAL RETAIL STORE SQUARE FOOTAGE 

(in thousands) (in millions) 
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MESSAGE TO 
SHAREHOLDERS 


I M Me are pleased to 
report improved 
W operating results 
‘ for fiscal 1989. Our 
results reflect the 
hard work of all our 
associates working 
to achieve our corporate goal to 
operate clean, well-stocked stores 
with friendly associates, excellent 
service and a wide variety of 
products at the best available 
prices in the market. 

Operating Results 

Sales for fiscal 1989, a 52 
week year, reached $9.2 billion, 
our 55th year of increased sales. 

We are committed to our program 
of operating larger supermarkets 
through our new store program and 
enlargements. We feel that our 
35,000 and 45,000 square foot 
stores most appropriately meet the 
needs of our operating area and 
also meet our financial guidelines. 
We remain committee to sales 
growth and market share 
positioning. Net earnings for the 52 
week fiscal 1989 were SI 34.5 
million, up from $116 7 million for 
the 53 week fiscal 1988, a 15.3% 
increase. On a 52 week compar¬ 


able basis, the percentage increase 
would have been 17.5%. Earnings 
per share amounted to $3.36 for 
1989 versus $2.87 for 1988, a 17.1% 
increase. On a 52 week com¬ 
parable basis, earnings per share 
increased 19.3%. 

Sales for the 12 week fourth 
quarter of 1989 were $2.2 billion, 
slightly below the 13 week fourth 
quarter of 1988. However, on a 12 
week comparable basis, the sales 
increase for the fourth quarter of 
1989 would have been up 5.8%. 
Earnings for the 12 weeks 
amounted to $42.3 million, or 
$1.06 per share, compared to the 
13 weeks' $44.9 million, or $1.11 
per share, in 1988. 

Effective July 1989, monthly 
cash dividends were increased 
3.1 % to 16.5 cents per share, or 
SI .98 per year, which marks our 
46th consecutive year of cash 
dividend increases, a New York 
Stock Exchange record. 

A ccomplishmen ts 

Fiscal 1989 was a year of 
improved results and accomplish¬ 
ments. We feel we have the strength 
in our current management team to 
meet the needs of the 1990s. 
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We focused on becoming 
customer driven with a three-prong 
sales and advertising program. 
Phase one was Grade Us, where 
we asked our customers to fill out a 
report card on us and tell us what 
they liked and disliked about our 
operations. Phase two was See the 
Difference, where we asked 
customers to come in and see how 
we responded to their comments. 
Phase three was Pricing, a 
competitive pricing program for 
customer value. We feel all three 
phases have been successful. 

During the year, 61 stores 
averaging 37,300 square feet were 
opened and 26 stores were 
enlarged or remodeled. We closed 
or sold 78 stores averaging 22,600 
square feet. Currently, we operate 
1,229 supermarkets, 17 fewer than 
1988. Retail square footage of 36.5 
million square feet increased 
1.8%. At year-end, 313 super¬ 
markets, or 25% of our total store 
operations, are larger thon 35,000 
square feet. 

During the year, our Company 
finished implementation of the 
grocery department merchandise 
procurement system. This entails a 
computerized buying system to aid 
our grocery merchandisers and 
buyers in the procurement of pro¬ 
ducts to provide our customers with 
the best value while producing an 
acceptable return for our Company. 

Our private label bread 
bakeries were sold during the year, 
which alleviated the internal labor 
of ordering bread and stocking 
bread products, as well as the cost 
of stale bread. The use of an outside 
vendor gives our customers improved 


bread products at a competitive 
price and improves our efficiency. 

The Table Supply warehouse 
store operations were discontinued 
during the year. Five stores were 
converted to Winn-Dixie store 
operations. One store, in Orlando, 
Florida, will continue to use the 
name Table Supply. The operations 
were discontinued due to not 
meeting our financial criteria. 
Future Outlook 

Fiscal 1990 promises to be an 
exciting year. We are starting the 
installation of our new retail auto¬ 
mation system, which will be com¬ 
pleted in approximately three years. 
The system is planned to include 
time and attendance, work sched¬ 
uling, an improved Direct Store 
Delivery system, a controller for 
scales in the store, electronic mail, 
and improved financial reporting. 

We plan to expand our grocery 
department procurement system to 
our dairy and frozen food 
operations. We feel we can achieve 
similar results in these areas. 

We plan to convert several 
additional divisions over to our 
pallet delivery system, which 
reduces labor costs in our retail 
locations and provides improved 
working conditions for our retail 
associates. We are testing frozen 
food direct store deliveries, which 
facilitate improved product 
conditions for the benefit of 
our customers. 

An ''Everyday-Low-Price" 
program was adopted in our 
Orlando, Florida, division on June 
29, 1989. The program was adopted 
successfully and is meeting its 
objectives. We currently have five 


divisions on an "Everyday-Low- 
Price" program. 

Appreciation 

We want to thank each and 
every one of our 94,000 associates 
for their efforts which made our 
current results possible. 

Special recognition to the 
following associates, who retired 
during 1989, for their years of 
dedication and service: F. L. James, 
Executive Vice President — Retail 
Planning and Development, with 35 
years of service; S. W. Evans, Senior 
Vice President and Regional 
Director of the Company's Miami, 
Orlando and Bahamas Divisions, 
with 49 years of service; and C. L. 
Cotton, Vice President and 
Director of Services, with 52 years 
of service. 

Our Company also thanks our 
customers, suppliers and share¬ 
holders for their continued 
patronage and support. Our results 
demonstrate that we must always 
be customer driven and provide 
what the customer wants at a 
competitive price in a clean and 
friendly supermarket. 




*50 


A. Dano Davis, Chairman and 
Principal Executive Officer 


Robert D. Davis, Vice Chairman 
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esults of Operations 

Sales for 1989, a 52 
week year, amounted 

I to $9.2 billion, an 
increcse of 1.6% 
over 1988, a 53 
week /ear. On a 
comparable 52 week basis, sales 
increased 3.5%. Sales increases 
were 2.3% and 7.0% in 1988 and 
1987, respectively. The change in 
comparable store sales amounted 
to 2.1%, (0.4%) and 2.5% for each 
of the last three fiscal years. 
Comparable store sales for 1989 
and 1988 were negatively affected 
by lowering certain retail prices and 
increased competitive activity in 
our trade area. The Company 
operated 1,229, 1,246 and 1,271 
retail stores with 36.5 million, 35.8 
million and 35.2 million square 
feet at the end of 1989, 1988 and 
1987, respectively. Stores not 
performing up to expectations were 
closed and/or sold, which caused a 
reduction in the total number of 
stores for fiscal 1989 and 1988. 


Sales increases, attributable to 
inflation, amounted to 2.7%, 0.8% 
and 1.3% for 1989, 1988 and 1987, 
respectively. 

Gross profit margins have been 
maintained at 22.0%, 22.1% and 
22.0% in 1989, 1988 and 1987, 
respectively, through the 
Company's computerized merchan¬ 
dise acquisition system, forward- 
buy inventory programs and a shift 
in product mix to higher margin 
merchandise and services. 
Approximately 94% of the 
Company's inventories are valued 
under the LIFO (last-in, first-out) 
method. The pretax LIFO charge to 
gross profit amounted to $22.5 
million in 1989, $6.2 million in 
1988 and $9.7 million in 1987. 

Operating and administrative 
expenses, as a percent of sales, were 
19.7, 20.0 and 19.7 in 1989, 1988 
and 1987, respectively. The 
decrease in operating and adminis¬ 
trative expenses is the result of 
effective cost-reduction programs, 
including recycling cardboard, ratio 


l 
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of full-time to part-time associates 
and the reduction of the number of 
store deliveries, and a decrease in 
depreciation expense due to lower 
capital spending for fiscal years 
1989 and 1988. The restructuring 
charge relating to our Table Supply 
operations offsets some of the 
effect of these cost savings. 

Cash discounts and other in¬ 
come amounted to $117.1 million, 
$101.8 million and $95.4 million in 
1989, 1988 and 1987, respectively. 
The increase in cash discounts 
resulted primarily from greater 
volume of merchandise purchased. 
Gains (losses) on the sale of 
securities and other assets 
amounted to $0.5 million, $(0.2) 
million and $0.2 million for 1989, 
1988 and 1987, respectively. During 
1989, the Company sold its three 
bakeries for an $11.2 million gain. 
Investment income, due to the in¬ 
crease in funds available for short¬ 
term investments, amounted to 
$17.1 million in 1989, $10.8 million 
in 1988 and $10.6 million in 1987. 

Interest expense totaled $24.8 
million, $18.2 million and $15.7 
million in 1989, 1988 and 1987, 
respectively. Interest expense on 
long-term liabilities primarily 
reflects a computation of interest on 
capital lease obligations. The 
increase in other interest expense is 
due to increased short-term 
borrowings through the issuance 
of commercial paper or accessing 
our bank lines of credit and 
policy loans. 

Earnings before income taxes 
were $197.9 million, $168.8 million 
and $174.2 million in 1989, 1988 
and 1987, respectively. The 


increase in pretax earnings, 
especially as a percent to sales, is 
primarily a result of the cost- 
reduction programs previously 
mentioned. The effective income 
tax rates were 32.0%, 30.9% and 
35.6% in 1989, 1988and 1987, 
respectively. The Tax Reform Act of 
1986 reduced the federal statutory 
tax rate from 46% to 34%, which 
benefited the Company in 1989 
and 1988. 

Net earnings amounted to 
$134.5 million, or $3.36 per share, 
for 1989, $116.7 million, or $2.87 
per share, for 1988 and $112.3 
million, or $2.72 per share, for 
1987. The LIFO charge reduced net 
earnings by $14.4 million, or $0.36 
per share, for 1989, $3.9 million, or 
$0.09 per share, for 1988 and $5.0 
million, or $0.12 per share, for 
fiscal 1987. 

Liquidity and Capital Resources 

The Company's financial 
condition remains strong. Cash and 
cash equivalents, and short-term 
investments amounted to $128.2 
million at year-end. Cash provided 
from operations amounted to 
$286.0 million in 1989, $205.6 
million in 1988 and $205.0 million 
in 1987. Capital expenditures 
totaled $127.0 million in 1989, 
$149.4 million in 1988 and $160.6 
million in 1987 for new store 
locations, remodelings and 
enlargements of store locations and 
to maintain and expand support 
facilities. Capital expenditures for 
fiscal 1990 are budgeted at $150.0 
million. The Company has no 
material construction or purchase 
commitments outstanding as of 
June 28, 1989. 


Working capital amounted to 
$396.2 million, $357.7 million and 
$334.3 million for 1989, 1988 and 
1987, respectively. Inventories on a 
FIFO (first-in, first-out) basis 
increased $53.9 million in 1989, 
primarily due to the Company's 
forward-buy program. 

The Company has an author¬ 
ized $200 million Commercial 
Paper Program and a $100 million 
Medium Term Note Program 
available that are backed by bank 
lines of credit totaling $325 million. 
There were no amounts outstanding 
at the end of 1989, $65 million 
outstanding at the end of 1988, and 
no amounts outstanding at the end 
of 1987. 

Long-term debt, excluding 
capital leases, was none in 1989, 
$24.2 million in 1988 and $24.6 
million in 1987. During 1989, the 
Company retired or placed into 
defeasance all of the Industrial 
Revenue Bonds that were out¬ 
standing at the beginning of the 
fiscal year. 

Impact of Inflation 

Inflation in food prices 
continues to be lower than the 
overall increase in the Consumer 
Price Index. Winn-Dixie's primary 
costs, inventory and labor, increase 
with inflation. Recovery of these 
increases has to come from 
improved operating efficiencies 
and, to the extent permitted by our 
competition, through improved 
gross profit margins. 
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hroughout the Sunbelt, thousands 
of families have realized that there 
is a difference at Winn-Dixie. 

When they enter our stores, they 
find a balance of price, selection, 
quality and service waiting for 
them. At Winn-Dixie, we are 
customer driven. 

As a customer-driven company, 
it is imperative that we understand 
the needs of our clientele and 
seek new ways to serve them 
better. Therefore, in 1989, in a bold 
move to demonstrate our customer 
commitment, we went directly to 
the people with our Grade Us program. This far-reaching plan 
allowed us to ask shoppers throughout the Sunbelt to evaluate us 
and make suggestions for improvement. 

We paid close attention to all comments, and responded 
immediately by relaying the information to the right associates 
and giving them the resources needed to make changes. We 
made a promise — to our shoppers and to ourselves — that they 
would See the Difference when they shopped with us. 
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he major concern for our 
customers, coupled with variety 
and quality, is price. While we have 
always offered competitive prices, 
we are now a price leader, offering 
all our Sunbelt shoppers low prices 
in the marketplace. This has been 
made possible by our computer- 
enhanced purchasing system, 
buying programs, stringent 
expense controls, and the negotia¬ 
tion of a new procurement policy 
that enables us to merchandise and 
sell products to the consumer at the 
lowest possible retail prices. 

Our promotions and advertising featuring food expert 
Burt Wolf have been very successful in strengthening this low 
price image by increasing consumer confidence that high quality 
and low price can be synonymous. 

See the Difference also means providing attractive, clean 
and fully stocked stores for everyone to enjoy. Our new store, 
remodeling and enlargement programs provide larger, modern 
facilities with continued emphasis on specialty shops and 
services that provide the convenience of "one-stop shopping." 
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ost importantly, we have 
continued to focus attention on 
service. In the past year, our 
associate training programs re¬ 
emphasized that our first 
responsibility is to our shoppers. 
We also improved the scheduling 
of work assignments in order to 
ensure better service, including 
faster check-out. We want 
everyone who walks through the 
door to See the Difference in 
friendliness and courtesy. 

A new dedication to these 
objectives —clean, well-stocked 
stores with friendly associates, excellent service, and a wide 
variety of products at the best available prices in the market — 
has made our past year a successful one. 

Our goal, from the newly hired stockboy to the highest 
management position, is to continue to be a customer-driven 
company, always seeking new ways to provide better service, 
always listening closely and responding to shoppers' needs. 
With that goal firmly in mind, Winn-Dixie looks ahead to even 
greater success and to many more satisfied customers. 
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MANAGEMENT 


Management, their ages 
and years of service: 

Executive Management 

A. Dano Davis, 44, 21* 

Chairman and Principal 
Executive Officer 

Robert D. Davis, 57, 34* 

Vice Chairman 

James Kufeldt, 51, 28* 

President and Chairman of 
Executive Committee 

C. H. McKellar, 51,32* 

Executive Vice President — 
Operations 

Frank L. James, 56, 35* 

Executive Vice President — 

Retail Planning and Development 

Senior Vice Presidents 

H. E. Hess, 49, 31* 

Regional Director of 
Atlanto. Louisville, New Orleans 
and Fort Worth Divisions 

T. E. McDonald, 52, 34* 

Regional Director of 
Greenville, Raleigh and 
Charlotte Divisions 

E. T. Walters, 55, 30* 

Regional Director of Miami, 
Orlando and Bahamas Divisions 

C E. Winge, 44, 26* 

Regional Director of 
Jacksonville.. Tampa, and 
Montgomery Divisions 

Division Managers 

T. N. Alexander, 53, 32 

Vice President 
Greenville Division 
98 Stores 

W. C. Calkins, 50, 30 

Vice President 
Louisville Division 
55 Stores 

J. W. Critchlow, 42, 21 

Vice President 
Atlanta Division 
9) Stores 

R. J. Ehster, 48, 31 

Vice President 
Orlando Division 
109 Stores 

D. L. Kimsey, 48, 31 

Vice President 
Tampa Division 
119 Stores 

L. H. May, 44, 28 
Vice President 
Miami Division 
J 57 Stores 


H. E. Miller, 57, 33 

Vice President 
Montgomery Division 
U5 Stores 

J. R. Pownall, 52, 34 

Vice President 
Raleigh Division 
96 Stores 

L. J. Sadlowski, 48, 32 

Vice President 
Fort Worth Division 
87 Stores 

R. A. Sevin, 46, 28 

Vice President 
New Orleans Division 
102 Stores 

W. H. Sutton, 42, 18 

Vice President 
Jacksonville Division 
94 5/ores 

B. B. Tripp, 52, 35 

Vice President 
Charlotte Division 
106 Stores 

Other Corporate Officers 

J. D. Bell, 56, 38 

Vice President 
Director of Services 

D. H. Bragin, 45, 28 

Corporate Treasurer 

W. F. Brim, 53, 36 

Vice President 

Director of Deli'Bakery Merchandising 

J. Shepard Bryan, Jr., 66, 35* 

Vice President 

General Counsel and Secretary 

J. H. Childers, 50, 33 

Vice President 

Director of Grocery Merchandising 

1 L. Cooper, 55, 36 

Vice President 
Director of Manufacturing 

F. W. Hammond, 60, 15 

Vice President 

Director of General Merchandise 

J. P. Jones, 64, 17 

Vice President 

Director of Associate Relations and Benefits 

L G. Libby, 62, 29 

Vice President 
Director of Security 

R. R McCook, 36, 5* 

Financial Vice President 

H. F. Minshew, 56, 34 

Vice President 

Director of Meat Merchandising 

T. H. Moss, 62, 40 

Vice President 

Director of Human Resources 


C. R. Raulerson, 46, 29 

Vice President 

Director of Information Systems 

H. S. Wadford, 36, 19 

Corporate Controller 

D. L. Whitford, 41, 25 

Director of Produce, Frozen 
Food and Dairy Merchandising 

G. P Woodard, 71, 32 

Vice President 

Director of Community Affairs 

Board of Directors 

A. Dano Davis, Chairmon and Principal 

Executive Officer* + 

Robert D. Davis, Vice Chairman*-b 

J. Shepard Bryan, Jr., Vice President, 
General Counsel and Secretary * 

Armando M. Codina, Chairman, 

Codina Group, Inc. A 

A. D. Davis, Co-Founder* 

James E. Davis, Co-Founder* 

T. Wayne Davis, Retired Vice President + 
Frank L. James, Executive Vice President* 
James Kufeldt, President* 

Radford D. Lovett, Chairman of 
Commodores Point Terminal Corporation -t- A 

C. H. McKellar, Executive Vice President* 

David F. Miller, Vice Chairman of J.C. 
Penney Company inc. and Chief Operating 
Officer, J. C. Penney Stores <S Catalog A 

Charles P Stephens, Vice President of 
Norman W. Paschafl Co., Inc. +. \ 

Directors Emeriti 

Joe A. Adams, Retired Executive 
Vice President 

M. Austin Davis, Co-Founder 

G. Ke i th F u n sto n , Director Various 
Corporations 

M. H. Hollingsworth, Retired Senior 
Vice President 

Dr. Richard V. Moore, Honorary 
Chancellor, Bethune-Cookman College 

J. C Pace, Jr., Chairman and President 
Kimbell, Inc. 

George A. Smothers, Partner, Smothers 
& Thompson, Attomeys-at-Law 

C. W. Waldorf, Retired Executive 
Vice President 

* - Executive Committee 
A - Audit Committee 
+ Nominating Committee 
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Shareholder 

Communications 

SHAREHOLDER Please address any 
INFORMA TION ' nc l u ' r ' es or c o mmen,s t0: 

Shareholder Relations 
Winn-Dixie Slores, Inc. 

Post Office Box B 
Jacksonville, Florida 32203 

The Company's annual report to the 
Securities and Exchange 
Commission, Form 10-K, may be 
obtained by any shareholder, free of 
charge, upon written request. 

Stock Market Listings 

New York Stock Exchange 
Symbol: WIN 

Annual Shareholders' Meeting 

You are cordially invited to attend 
the meeting to be held Wednesday, 
October 4, 1989, 9:00 A.M. at the 
headquarters office of the Company 
at 5050 Edgewood Court, 

Jacksonville, Florida. 

Formal notice of the meeting, a 
proxy and proxy statement are 
being mailed to shareholders of 
record at the close of business on 
August 15, 1989. 


Corporate Headquarters 

Winn-Dixie Stores, Inc. 

5050 Edgewood Court 
Jacksonville, Florida 32205 

Transfer Agent and Registrar 

American Transtech, Inc. 

New York, New York and 
Jacksonville, Florida 

Independent Auditors 

Peat Marwick Main & Co. 

Suite 2700 Independent Square 
Jacksonville, Florida 32202 

Dividend Reinvestment 

The Company's Dividend 
Reinvestment Plan allows our 
shareholders to reinvest dividends on 
Winn-Dixie common stock 
automatically without service 
charges or brokerage fees. 
Participating shareholders may also 
supplement the amount invested 
with the voluntary cash investments 
on the same cost-free basis. 
Approximately 38% of the 
Company's shareholders participate 
in the Dividend Reinvestment Plan. 
More information may be obtained 
by writing to Shareholder Relations. 
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